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A. P. Sloan, Jr., Points Way . 
To Prosperity: Sees Work June New Car Sales in 28 States 


For Workers Greatest Need 


Declares Present Maladjustment Will Pass and| EXPORT MARKET TOOK Ford, Ch 


Believes Increased 
Revive 


Employment Would 


Buying 


By ALFRED 
President of Genera 


P. SLOAN, Jr. 
1 Motors Corporation 


An address Tuesday before the National Editorial Association meeting 
at San Francisco, Cal. 

San Francisco, Cal., July 20.—The largest single job 

which faces industry, not alone in the United States but 


throughout the world, is that 


ductive employment. 

In a day when the radio, the 
motion picture and the printed word, 
have made the transmission of 
thought well-nigh universal, you 
who represent the press can exert a 
vast influence in shaping this task. 

Similarly, the motor industry has 
its responsibilities because its size 
and relation to production and 
transportation generally, make it a 
factor of considerable dimensions 
directly and indirectly in putting 
men to work. 

It follows then, that this paper 
devoted to “Motors, Newspapers and 
Jobs” is in a sense a discussion of 
the whole economic problem con- 
fronting us, but one which is pinned 
down to a concrete illustration. 

A quick understanding of the 
magnitude of the motor question is 
obtained from the citation of a few 
figures. 

Over the years, the motor industry 
has been a big contributor to the 
American payroll. Manufacturers 
of cars, trucks, parts and tires have 
paid out in wages yearly a sum 
which has increased from $7,150,000 
in 1904 to $1,028,791,000 in 1929. 

This huge amount went to ap- 
proximately 600,000 men and women 
actually employed in our plants. 
Probably another 3,500,000 found 
employment in plants making raw 
materials, accessories, in dealer or- 
ganizations, as drivers of cars an 
trucks and connected with garages 
and filling stations. 

The economic incidence of our ex- 
penditures can be demonstrated 
specifically in your field. Millions 
upon millions of lines of advertising 
have been used by car and accessory 





(Continued on Page 2) 


STUDEBAKER MAY-JUNE 
EXPORT SALES SHOW 
INCREASE OVER 1931 


South Bend, July 20.—Retail sales 
of Studebaker and Rockne cars dur- 
ing May and June by dealers in ex- 
port markets reporting by cable 
show a marked improvement over 
deliveries for the same months last 
year, according to Arvid L. Frank, 
vice-president and general manager 
of the Studebaker Pierce-Arrow Ex- 
port Corporation. 

“An encouraging feature of recent 
reports from dealers is that the 
largest gains were registered late in 
the first half,” Mr. Frank pointed 
out. “A similar condition existed in 
Studebaker and Rockne car ship- 
ments for June, when a gain of 49 
per cent. was made over last June, 
making our shipments for six 
months 6% per cent. ahead of 1931. 
If the trend in dealer sales and 
factory shipments is any indication, 
our business for the third and 
fourth quarters will show consider- 
able improvement over last year.” 





of getting men back into pro- 
, Soe.” ee 


ESSEX TERRAPLANE 
DETAILS IN A. D.N. 
TOMORROW 


In tomorow’s issue, Friday, 
July 22, Automotive Daily News 
will publish a complete descrip- 
tion and photographs of the new 
Essex Terraplane, the newest 
product of the Hudson organiza- 
tion, which has aroused great 
interest in automotive circles dur- 


ing the past weeks. 


This newcomer will prove a 
pleasant surprise in many ways. 
It has a new frame and body 
amalgamation. The engine is an 
L-head, six-cylinder power plant, 
248 by 4%. The wheelbase is 
106 inches. Prices will arouse in- 
terest in the industry as well as 
among the general public, being 
down in the very lowest bracket. 

See tomorrow’s Automotive 
Daily News for complete descrip- 
tion and pictures of this in- 
teresting newcomer in the lowest 
price bracket. 


GOVERNMENT OPERATES 
172,750 VEHICLES IN 
VARIOUS DIVISIONS 


New York, July 20.—F. S. L. (Fed- 
eral, state and local) government is 
revealed as one of the country’s most 
important highway users in “Facts 
and Figures of the Automobile In- 
dustry,” just published by the Na- 
tional Automobile Chamber of Com- 
merce. 


The chamber reports that there 
were 172,750 cars and trucks owned 
by Federal, state and local govern- 
ments as of December 31, 1931. Of 
this number, 29,154 vehicles belong 
to the Federal government, The 
balance of 143,096 cars and trucks 
are distributed among state and 
local governments. 

As might be expected, the Post 
Office Department controls the 
largest motorized unit of the Federal 
government, with 8,450 trucks in its 
fleet. In addition, there are 69,130 
motor vehicles of all kinds operat- 
ing in the postal service under con- 
tract to the department. Approxi- 
mately half of the vehicles in the 
postal service are used for rural mail 
delivery. 

The War Department ranks sec- 
ond with a fleet of 6,128 trucks and 
574 trailers. Strangely enough, the 
Navy Department is also a sizable 
owner of automotive equipment, 
with 1,436 trucks, 222 passenger cars 
and eight buses assigned to its 
service. 

Other Federal departments and 


(Continued on Page 5) 
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13% OF 1931 OUTPUT 
OF MOTOR VEHICLES 


New York, July 20—Of every 
fifteen motor vehicles produced by 
American manufacturers in 1931, 
two were sold to buyers outside the 
United States, the National Auto- 
mobile Chamber of Commerce re- 
ports in its “Facts and Figures of 
the Automobile Industry,” 1932 
edition, just published. 

Foreign sales of American cars 
were estimated at 324,178 units for 
the year. Of these, 199,141 were 
passenger cars and 125,037 were 
trucks. By comparison, the export 
market for American-made motor 
trucks was well maintained, account- 
ing for 28.7 per cent. of the total 
truck production. 

The chamber reports that of the 
industry’s total export sales, 105,721 
units were assembled abroad, 82,621 
vehicles were manufactured or 
assembled in Canada and the bal- 
ance—135,836 .vehicles—were pro- 


(duced in the Uited States. 


The value of automotive exports, 
including tires, parts and accessories 
for replacement purposes, was esti- 
mated at $186,000,248, on which basis 
the motor industry was rated fourth 
among other manufacturing indus- 
tries in the volume of its export 
business for the year. 

Belgium led all other countries, 
outside of the United States and 
Canada, in the importation of both 
passenger cars and trucks, the 
chamber reported. 


McDARBY SAYS 54% 
ALL CURRENT CHASSIS 
MODELS ARE EIGHTS 


Auburn, Ind, July 20.—Indicative 
of the marked trend toward multi- 
cylinder automobiles is a _ recent 
survey of the 1932 market showing 
that 63 per cent. of the seventy- 
three chassis models built by thirty- 
five American automobile manufac- 
turers today are powered with either 
eight or twelve cylinder engines. 
This compares with less than 36 per 
cent, five years ago. 

Of the total, forty models, or 54.8 
per cent., are powered with eight 
cylinder engines and six others, or 
8.2 per cent., with twelves, the sur- 
vey shows. 

Commenting on this vital trend of 
the automotive industry, N. E. Mc- 
Darby, vice-president in charge of 





CHEVROLET PLANS. 
INTENSIVE DRIVE 
ON PACIFIC COAST 


Oakland, Cal., July 20.—An ag- 
gressive, merchandising program, 
based on the addition of 1,000 sales- 
men to the Pacific Coast region sales 
corps, and designed to break the 
log-jam of business, is being spon- 
sored by W. M. Packer, regional 
sales manager of Chevrolet Motor 
Company, 

Mr. Packer, whose sales achieve- 


(Continued on Page 5) 


In Returns from 


4% Over May 


rysler and Studebaker Make Good Showing 


More Than Half 


States for Last Month 








Detroit, July 20.—R. L. Polk & Co. today released 
passenger car sales figures for June in twenty-eight states 


and the District of Columbia. 


this June amounted to 81,500 


Total sales in this territory 
vehicle units. This compares 


with 71,353 in May and with 107,156 in June, 1932. 


WINANS PROMOTED 
TO CHIEF ENGINEER 
OF FEDERAL TRUCK 


Detroit, July 20.—M. L. Pulcher, 
president of the Federal Motor 
Truck Company, announces the ap- 
pointment of Earl W. Winans as 
chief engineer, following the resig- 
nation of George B. Ingersoll, who 
formerly held this position, 

This promotion comes to Mr. 
Winans after an association with 
the company of nearly sixteen years. 
For many years he served as special 


‘equipment engineer and also headed 
!the Federal body division, in charge 


of engineering and design. 

Mr. Winans’ experience dates 
back to 1903 when following the re- 
ceipt of his degree from the Engi- 
neering College of Purdue Univer- 
sity, he entered the engineering de- 
partment of the Electric Vehicle 
Company, Hartford, Conn. After 
several years with this concern, he 
accepted the position of chief engi- 
neer of the Regal Motor Car Com- 
pany and for five years occupied a 
similar post with the RCH Corpora- 
tion prior to his affiliation with the 
Federal Motor Truck Company, in 
1916. 

Mr. Winans is a member of the 
Society of Automotive Engineers 
and is an active member of several 
other engineering societies. 


DAILY OIL OUTPUT 
IS 2.300 BARRELS 
HIGHER IN WEEK 


New York, July 20.—Daily average 
crude oil production in the United 
States increased 2,300 barrels in the 
week ended July 16, and stocks of 
motor fuel at all points increased 
nearly 500,000 barrels, according to 
the weekly summary of the industry 
by the American Petroleum Insti- 
tute, issued last night. 

Daily average crude production 
totaled 2,154,850 barrels against 2,- 
152,550 barrels in the previous week, 
an average of 2,142,050 barrels a day 
for the four weeks ended July 16 
and 2,446,800 barrels daily for the 
week ended July 18 a year ago. 

Oklahoma showed a substantial 
reduction in output of 17,200 barrels 
a day. California production was 
up 5,900 barrels a day and smaller 
increases occurred in Eastern terri- 
tory, southwest Texas and coastal 
Louisiana, 

Gasoline imports were again ab- 
sent from the report of petroleum 
imports, furnished by the institute. 
Imports of all oils for the week 
ended July 16 were shown as 744,000 
barrels, a daily average of 106,286 
barrels, compared with a daily av- 
erage of 52,714 barrels for the week 
ended July 9, and 163,536 barrels 
daily for the four weeks ended 
July 16. 





A 
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The gain registered by June over 
May is a shade over 14 per cent. 
and the decrease under June of last 
year is just under 24 per cent. 

The most important gain regis- 
tered by any individual company or 
group was that of Ford, which has 
sales in the twenty-eight states and 
the District of Columbia totaling 
30,326, against 13,360 sales in May. 
Ford sales this June have made 
such a notable increase that they 
have almost caught those of June, 
1931, which totaled 30,574 in this 
territory. 

Chrysler shows a substantial gain 
over June, 1931, the figures being 
14,369 this June, against 10,914 in 
the same month a year ago. The 
Chrysler June total is just a shade 
under the total registered in May, 
when 14,992 units were disposed of. 

While Studebaker has not broken 
its previous records, the June, 1932, 
sales in these twenty-eight states 
and the District were good. This 
June Studebaker sold 2,220 units, 
against 2,385 in June, 1931, and 2,585 
in May this year. 


DETROIT DEALERS 
REDUCE CHEVROLET 
PRICES IN THAT AREA 


Detroit, July 20.—Acting on their 
own initiative, local Chevrolet deal- 
ers are selling cars at something like 
$36 under list on the standard, The 
Chevrolet Motor Company itself has 
nothing to do with this, it is an as- 
sociation matter. 

Dealers have cut corners by ab- 
sorbing delivery charges because of 
the proximity of the plant, and have 
brought about further economies by 
fitting fabric tire covers instead of 
metal ones and not including the 
radiator cap ornament. This reduc- 
tion applies only in and around De- 
troit, 

Parallel case is found in the offer- 
ing made by the Chrysler Detroit 
Company, which is selling Plymouth 
thrift models at a reduction. The 
two-door sedan is offered at $435 
and the four-door at $495. 


STAMBAUGH RESIGNS 
AS GENERAL MOTORS’ 
DIRECTOR OF SERVICE 


New York, July 20.—T. H. Starm- 
baugh, secretary of the N. A. C, C. 
service committee, has resigned as 
director of service of the General 
Motors Corporation, it was an- 
nounced this week. Mr. Stambaugh 
will remain in the automobile busi- 
ness and will announce his future 
plans following a short vacation 
period. 

Mr, Stambaugh his best known as 
the originator of the service policy 
which this year was made standard 
for the industry by the N. A. C. C. 
He has been a student of factory, 
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SPARKS from JDJETROIT 





For the Fun of It 


* * oe 
Kaye Don 


* * « 
Go Get "Em 
Pn 


C, F. Whitney 
* * * 


Half Rate 


Chris Sinsabaugh—Detroit Editor 








N the years to come our children’s children are going to be 
able to go into the family library, pull down from the 
shelf a copy of “The Fun of It” and point with pride to a 
special-printed flyleaf written by Amelia Earhart, author of 
| the book and the first woman to fly the Atlantic alone. 
This will be one of the books that will be given the 
‘invited guests at the chistening of the new Essex this after- 
noon, a memento that everyone getting a copy will treasure 





JOHN N. WILLYS is back on the job of directing the destinies of the company which he formed a quarter o 7 
of a century ago. Here we see the chairman of the board on location at the Toledo plant of the Willys- | as marking an eventful occasion, the debut of a new automo- 
Overland Company with other officials of the organization. They are (left te right) H. B. Harper, vice- |); : : rinci 

president in charge of sales; L. A. Miller, president; John N. Willys, chairman of the beard; N. A. Beards- | bile engineering principle. 


+ * * 


THAT SPECIAL FLY LEAF carries this message from 
1 duced. While prices have been) Miss Earhart: “Those of use who fly owe much to those who 
oan 1S ~ ven eys slashed to new low levels, the vol- : : 
ume buying which is essential is not| have pioneered and developed the automobile. Perhaps our 
yet evident. jiaegene debt to the motor car is for its part in making the 


e 
To Retur n of P rosperity nn ee sane pos oon om ~ | general public conscious of the advantages of high speed and 


ae all lines of employment and activity, | mobile methods of transportation. 


(Continued from Page 1) at anything like normal, the depres- and, while none would say that this | “My own first ABC knowledge of gas engines — 


, : . ‘ : was the cause of the present condi- | 
manufacturers in publications rang- | sion would be behind us. ti 7 é - a i = 
{ ; ons, certainly it provides a force- ‘ . 
ing from the country weekly on| It is hardly necessary to recite in| fit sxanruie ee cen ab learned from dissecting automobile motors. As I remember 
through to the great metropolitan|any detail the reverse direction | roots of the slump. that now, and the cars of other days, I am impressed at the 
press and magazines. which the curve has shown during 


’ mproved living conditions and in ; 2s ” 
Those who have obtained their | the past three years. Imp 8 progress made in automobile design. 


ley, sales manager, and John Sheldon, works manager 


ese 








} 
| 
| 
| 








transportation, decentralized indus- 


: one-|with it employment. Today many better distribution of working hours, KA N shattering the motor boat record in Miss 
eleventh of all engaged in gainful| plants are being operated solely for|are but a few of the promises of the | 5S. DON « s ; 
gg ae —— the purpose of Ceehating wages future which we can see even now| England III. by doing 119.81 m. p. h. wr Gar Wood drop- 
j ws Divigends have been cut off or low~ | over the horizon. ' | ning Miss America X. into the river Sunday make Detroiters 
the union. ered. Export trade has been sharply ping ’ 


Our mutual problem, then, the ° . . 
problem of al thoughtful ‘men, | Conscious that the annual Harmsworth Cup race isn’t so far 


whether statesmen, industrialists,| off—something like six weeks as a matter of fact. 

editors, scientists, from whatever ’ : Be tn Ca ne . 

sphere, is to search out as speedily | Wood s new boat gives every indication of being able to 
as may be the most effective means cope with the British product. A demonstration Sunday on 
of bridging the gap in our road. ae , o a . * - 

It requires no great study to see | ® crowded river easily produced better than 100 m. p. h. The 
that the enormous impetus given to| Wood craft has power this time, twice that of Don’s boat, 
mass production during the war has’... mail ° sepower set of engines Four 
resulted in an apparent overcapacity | made possible by s 6,400 horsep ™ & : 
for all of the things of life. | Packard engines instead of two as was the case last year, 

We have overcome the doctrine of | are installed in the defender. The boat is ten feet longer and 


Malthus. This is a surplus depres- | » . . . . , 
ng Te a pn air our | four inches wider than Miss America IX. 


If our plants were today operating | curtailed. Advertising has been re- 

















Owners of 1,500,000 Business 
Vehicles Will Get the 


| 
| 
! 
i 
| 
| 


sethantes ae 





Iss f Jul 29 great problem. * * * 
But when alongside of surpluses | “ID mT “7 mmr 7 FIN , ae i ’ ” 
ue 0 y en ee cane el IF THEY DON’T COME TO YOU, go out after ’em. 


sides all over the world millions of | That’s the sales creed of George E. Clarke, general manager 
people who are deprived not alone | of the factory branch in Detroit distributing Hupmobiles in 
{ 







of the comforts but of many of the! Michigan. At least Clarke, who believes in helping his sales- 
necessities of life, then it becomes! men along, proved that thought at the latest meeting of 


evident that a fault has developed ose z ‘ 
in our alia ad distribution. pee’! Hupmobile’s Producers Club, made up of Wayne county Hup- 


As we turn to the job of getting) mobile dealers and salesmen. 
under way again, I find no master “Statistics show that 76 per cent. of all automobiles sold 
plan, no set formula, no magic} have been made to prospects who come into the salesrooms 
panacea which offers itself as @| nheralded,” Clarke says. “Only 23 per cent. of the deals 
golden remedy for our troubles. a ate 
We have gone through a serious| Closed reveal that the salesman made the initial contact. This 
illness. The period of convalescence | undoubtedly shows that there is a tremendous selling job yet 
is one which requeres constant care | to be done in the industry.” 
and treatment of the patient. He Clarke organized the club several months ago on the 


cannot expect to jump full-fledged |), <i; of a monthly get-together of the Wayne county selling 








Fleet owners having 10 or more vehicles, 


25,000 names, will receive the truck issue 






July 29th. Only Automotive Daily News 





can provide such wide extra distribution 






at no additional cost to the advertiser. 








If you want to reach not only those owners 






from the sick bed, ready to take up . ° 
© but all exclusive truck dealers, important his activities. force. | Meetings are held at the end of each thirty days, 
But many things can be done| including a dinner and featuring a “panning” session which 
bus operators, 8,000 passenger car dealers which will quicken his recovery. brings everybody down to earth in quick fashion. Prizes 






First among them, perhaps, is the alan . he | st 
very quality which a good doctor |2Te awarded each month to the salesmen with the large: 
must inspire in any person who has dollar volume of business. 
been through an exhausting siege— of * * 


confidence in himself. THAT OLD TIMER, C. F. Whitney, better known as 


Not the kind of confidence which s , . . ; 
inspires recklessness, but rather an| “Pop,” who is the district manager in the manufacturers 
understanding that by co-operation | division of the Willard Storage Battery Company, is about to 
between patient and doctor the ill-|.9me out of Henry Ford Hospital, convalescent after three 


(Continued on Page 5) months. A couple of operations are responsible. 


and important factory officials, use that 






issue with a page at $350; half page at $175 





or a quarter page at $87.50. 






Forms close 2 days preceding publication. 
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eer SECRETARY OF STATE FITZGERALD is asking 
Classified 'members of the Michigan State Legislature to informally 
. approve a one-half reduction in the price of automobile 


2. license fees on August 1 instead of September 1 as the law 
Advertising stipulates. He wants this done to relieve owners who have 
Classified R e. Ber Wand laid up their cars because of inability to pay the big fees for 
wee ae ee | the whole year. Many of them depend on automobiles to 
secure their livelihoods. 
_ Fitzgerald thinks registrations would be greatly stimu- 
With 15 years management and sales man- lated. His books show that up to July 1 there were 107,347 
desires ‘resbousibie connestion with relic. | fewer titled than in the same period in 1931, and that 


co 
Neate ibutor, Box 300. Automotive Daily | revenues have fallen off $1,407,735. 
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SALES EXECUTIVE 




















Retail Salesmen 





This department is devoted to the interests of the retail sales divi- 
sion of the industry. Salesmen, this is your department. Autometive 
Daily News wants you to get something from this department that ‘vill 
help you im your work on the firing lime. It wants yeu te pass on 
your own experiences, successes, failures to help your brother salesmen. 
Send in your story in the form of a jetter, or even a postal card, and 
fet us get it ready for publication. Your achievement or your mistake 
may help another salesman to make sales or aveid errors that cost 
you commissions. 

Dealers read this page. Give us the benefit of your reactions on 
these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 














Customer Had Made Up His Mind, 
Salesman Changed It 





} 


Here is a case where a seeiiatieh had already made up his} 
mind to buy a car of another make than the one our salesman | 
was selling. That energet.c person arrived on the scene when | 
the battle seemed lost, but he knew a trick worth two of that. 


ment. 





Sailing into action, he changed the prospect’s mind and sold | 
him a Pierce-Ar row. A letter from the Pierce-Arrow contest. | 


By ARCH DAVIS 
Beverly Hills, California 


On Saturday afternoon one of my 
owners to whom I had sold a 
43 7-sedan in December, 1931, came 
into our salesroom. He also owns 
a year-old Blank that cost him 
$6,200. Also an 80 Pierce-Arrow 
coach 1926 model. He said he just 
dropped in to get a little information 
and possibly a suggestion from me, 
Stating frankly that his call was 
one that could not benefit me so 
far as a Pierce-Arrow was con- 
cerned. 

Mr. Owner disclosed that he was 


curtailing his expenses—-had laid 
chauffeur off, wanted to sel) his 
Blank and was trading his 8 


Pierce-Arrow coach on a Blank two- 
passenger coupe for his wife, as she 
was going to do her own driving 
mow that they had no chauffeur. 
He wanted to find the best method 
of disposing of his Blank, because 
the disposal of the Blank and trad- 
ing of the 80 coach would more 
than pay the cost of a new Blank 
delivering here for $1,885. This 
would require no cash outlay. 

I told him his Blank would bring 
only about $1,500 and he nearly had 
a fit—immediately stated he would 
never buy another high-priced car. 

Each of these beliefs that he gave 
me was a perfect reason in his mind 
for buying an $1,885 car, 


mind, because, if he should do this, 
he would be hard tp bring back into 
the high-priced field. Here is the 
point that finally made the deal 
terminate as it did—my knowledge 
of his ability to buy and pay cash 
for any car he chose without stint- 
ing or affecting his financial condi- 
tion. Also my knowledge that Mrs. 
Owner entertained extensively and 
is one of the circle of “400” in 
Beverly Hills. What 
was driving a Blank. because 
so far as they would know, because 
you realize in her circle of friends 
they don’t usually ask how much 
you paid for anything. 

I also showed him several news- 
paper advertisements on Blank cars 
less than one year old that cost 
$2,000 and were now offered for 
$795. in perfect condition. 

I then learned from him that he 
paid $3,200 for his 1926 80 Pierce- 


Arrow coach, which Blank offered | 


to take in for $450. The difference 
between cost, $3,200, and $450, pres- 
ent allowance, was $2,750. or depre- 
ciation on his 80 coach for six years 
of service or approximately $1,200 
depreciated per year on a_ $2,000 
Blank. I showed him that the 
highest priced car in a cheap manu- 
facturer’s line invariably depre- 
ciated more than the lowest priced 
car in a quality builder’s line. This 
statement is true and easily proved, 
if you own a quality car three years 
or more. And remember, you will 
own a Pierce-Arrow three years or 


more, as you have proven with your 


80 coach, a 1926 model, that is still 
in mechanical perfection although 
Slightly o1d-fashioned. 
reason for owning a custom built 
car like the Pierce-Arrow three 
years or longer is that we build long 
life quality and stability of design 





but they} 
were not sufficient reasons in my} 


would her} 
friends say when they learned she}; 
it | 
might be one of those $700 Blanks} 


e to them and really creates an 


Another |do not make a sale, 








into them. Your old 80 


| proves that. 
I then led him over to a model | 


venience of this sport model, smart | maintenance 








DEALER OPERATES 
SERVICE DEPT. ON 
MAINTENANCE BASIS 


Every now and then some seeker 
after the secret of success as it ap- 
plies to an automobile dealership 





asks Klepfer Brothers, Buick dealer 
im Buffalo, N. Y., hew they do it. The 
answer is invariably the same—by 


keeping the customers satisfied. 

As a result of this policy. Klepfer 
; Brothers last year sold 1,300 cars in 
the Buffalo area. This year they 
expect to sell 1,800 units. 

The main features of the Klepfer 
plan of operation include a number 
of things that the average dealer 


‘might be exceedingly reluctant to at- 


tempt. First among these is the way 
they operate their service depart- 
This department is run for 
one purpose only — for maintaining 
cars and thereby selling more cars. 
As a result, the Klepfer patrons be- 
;}come active sales aids for the Buick 


coach | ' line. 


In following out this idea, the four 
service departments which the 
|Klepfers have are operated on a 
basis only. Little 


and stylish, with real comfort in the | /money is made from this operation; 


back seat. I told him if 


Mrs.| customer satisfaction alone is the 


Owner wished to drop some of her guiding policy. 
friends off on the way from a bridge | 


or tea party she could do so. I ex- 


plained that the car was practical | 


and safe, because she has two small 
daughters about 7-8 years old who 


can ride in the rear seat without 
danger of opening a door, falling 
out and injuring themselves. Last- 


if Mr. Owner wanted to drive 


brougham, showed him the con- 
ly, 

| 

| 

| 


alone, it is small, sporty and com- 
pact. 

This presentation required over 
three hours Saturday afternoon. 


When I left Mr. Owner refused to 
permit me to bring a car to his 
home Sunday, but suggested I call 
him early in the week. 

On Monday morning at 8 o'clock 
I was at his home with a Model 54 
brougham, also a Model 54 two- 
passenger coupe, and found they 
were using the Blank two-passenger 
coupe over Sunday. Mr. Owner 
came out, said he had to leave at 
once for his office, but said his wife 
| would take a short ride if we wished. 
It was fairly easy to show Mrs. 
Owner the advantage of our 
brougham for her needs over the 
| Blank two-passenger coupe body, 
and after a short ride she said she 
liked it fine, but it was up to Mr. 
Owner to buy. She also told the 
story about getting rid of her driver, 
the Blank and cutting expenses 
Mr. Owner finally allowed me to 
appraise his 
Our appraisal 
$1,500 and on the 
$1,800 for both cars. When I quoted 
these prices he simply said he 
wouldn’t trade his Blank alone for 
$1,800, as it cost him $6,300 slightly 


Blank and 80 coach. 
on the Blank was 
80 coach $300, or 


(Continued on Page 4) 


OWNER REFERENCES 
ESSENTIAL 


Salesmen of The Blue Ribbon 
Garage, Inc., 49 Elm St., Stamford, 
Conn., Dodge dealership, are con- 
stantly trained to use owner-refer- 
ences in their sales approach, ac- 
eording to George W. Smith, Jr., 
manager. 

Keeping the owners sold on their 
cars makes it possible to send pros- 


unpaid auxiliary sales force, Mr. 
Smith pointed out. Such a policy, 
he said, helps to build sales in all 
divisions, new and used cars and 
service. 

“Persons who call at the show- 
room seldom do so without a rea- 
son,” Mr. Smith said. “We always 
endeavor to get at that reason and 
build our approach upon it. We 
treat them al] as potential buyers 
and stress to our salesmen the need 
of a gradual, courteous approach 
rather than the whirlwind variety. 

“The salesman should show con- 
sideration for every notion or foible 
manifest by the prospect. If you 
you will at 


least have conveyed something to 
the prospect which may be remem- 
bered and prove useful in the fu- 
ture.” 


Service employees are paid a sal- 
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ary and they are employed the year 
round. There is no layoff for the 
mechanic who has found a definite 
place in the organization during the 
busy season. 

In handling the sales force, Klep- 
fer Brothers also differ from the 
usual dealership plan, that of fol- 
lowing the commission basis for 
recompensing salesmen. Klepfer 
Brothers do not employ any sales- 
men on a commission basis. The 
entire sales force is on salary, the 
salary of eaeh man being conting- 
ent upon his earning capacity. 

Another feature of Klepfer suc- 
cess is what they call being on the 
job all the time. They believe in 
meeting the customers personally. 
There are five Klepfer brothers and 
they are always on hand. Said one 
of them: 

“In the early days when we had 
to run in to various Buffalo dealers 
for parts we learned much of how 
other dealers were not giving proper 
attention and _ service to their 
customers. We then decided that 
we would always be on the job and 
see that the customer got what he 
came for.” 

The Klepfers started business in 
1895 at Depew, a suburb of Buffalo, 
selling bicycles and motorcycles 
They saved some money, bought an 
automobile, sold it and immediately 
invested the money in another car. 


When this was sold they obtained | pointed out, 





SALESMEN SHOULD 
RECOGNIZE “SPORTS” 
AMONG THEIR PROSPECTS 


The average male prospect likes 
to be considered “a good sport,” and 
salesmen should recognize this fac- 
tor in their approach, according to 
H. Nathanson, sales manager for the 
Connecticut Auto Sales Company, 41 
Pleasant St., Stamford, Conn. 

Being a “good sport” involves a 
number of things, not the least of 
which is a reputation for smart ap- 
pearance and a general knowledge 
of what is going on in the world. 

Mr. Nathanson, while not an “as- 
sumer” of the type witheringly re- 
ferred to in these columns recently, 
believes in recognizing this tendeficy 
and catering to it. 

“More men are reached through 
one’s appeal to their sportsmanship, 
I should say, than as a close buyer.” 
Mr. Nathanson remarked. 
all be summed up in the old expres- 


“It may 


sion that ‘the customer is always 
right’.” 
Mr. Nathanson declared that in 


his opinion one of the most impor- 
tant factors in determining sales 
policies is careful attention to local 
conditions. This is elementary, he 
but is so much so that 


a Buick contract for five cars the/it may not be given great enough 


§ irst year. 


stress. 


WIDE PRICE COVERAGE 
WITHOUT SACRIFICE OF QUALITY 


These seven words 


sum up the Nash policy 


and the new Nash line. 9 Priced from $777 to 


$2055 at the factory, Nash cars are built to an 


uncompromisingly high standard. 4 They are 


worthy of association with the highest quality 


cars built today in engineering, in beauty, in 


comfort, and in performance. 4 Build better 


business now; build also for the future. Get the 


facts about Nash. Write the Sales Manager, The 


Nash Motors Company, Kenosha, Wisconsin. 


NASH 


$777 to $2055 


BIG SIX 
(16-inch Wheelbase 


STANDARD EIGHT 
121-inch Wheelbase 


Prices f. 0. b. factory 


SPECIAL EIGHT 
128-inch Wheelbase 


ADVANCED EIGHT 
133-inch Wheelbase 


410% 


AMBASSADOR EIGHT 
142-inch Wheelbase 
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Always the Solons 
N GLANCING back over the history of past depressions 
and noting the signs that betokened their ending, we find 
one factor always present. Back in 1893 there was a severe 
depression which lasted until 1895, and the events which 
ushered in improvement were a large gold purchase by the 
government and the final adjournment of Congress. 

In 1907 we had the famous “money panic,” which exer- 
cised a depressing effect on business into the year 1909. In 
the latter year fear of drastic tariff revision by Congress 
appeared to be at the bottom of the general fear which held 
industry and made impotent attempts at promoting revival. 
Finally the tariff bill was tinkered into its final shape, 
passed and signed and Congress adjourned. Almost instantly 
the country breathed a sigh of relief and began to smile 
wanly. Revival began from that day. 

The present Congress has a record for legislation hostile 
to business beyond that of any of its predecessors. The tax 
bill that this body has handed the country would have stag- 
gered business in the boomest of boom years. Inflicted on 
ailing industry and sinking sales, it practically obviates any 
thought of revival until its most atrocious features have been 
wiped out by a future body. 

As usually happens history has repeated itself as soon 
as this recent Congress finally adjourned the country gave 
a sigh of satisfaction, plucked up its courage and a revival of 
business will probably follow. This revival may not be 
permanent; Congress meets again in December, heaven help 
us, but the mere respite from the piffling of the national 
=~ a to revive industry if only for a while. souennd chehen ann daaanbees to olnne 

at is the answer? Is this country going on bein , 
subjected to the terrific blows aimed at its business aan a con ee eee 
ture by succeeding Congresses? Is there no way to place | roads with their huge trucks as well 


ASSOCIATION FORMED 





Hoboken, N. J., July 20.—The Rail- 
road Employees and Taxpayers’ As- 
sociation of New Jersey has been or- 
ganized “to seek more equitable tax- 
ation, suitable regulation of motor 
vehicles and to oppose the activities 
of the motor truck lobby in this 
state.” 

There are approximately 200 mem- 
bers, representing nearly all counties 
in the state. A drive for 100,000 
members will be started soon. 

Speakers from Pennsylvania, Vir- 
ginia and New York stressed the 
need to regulate truck transporta- 
tion in this state. Thomas F. Barry, 
executive secretary of the Merchant 
Truckmen’s Bureau of New York, 
said: “The New York truckmen do 
not compete with the railroads. We 
and all local truckmen are comple- 
ments to the railroads and wish to 
remain so. We have come to a time 
when we must face facts. The over- 
the-road haulers are as much a 
menace to the local truckmen as 
they are to the railroads. They op- 
erate for a much cheaper rate than 
the legitimate hauler may do, for 
the reason that the over-the-road 
haulers’ drivers are paid only $25 a 
week or less, whereas union drivers 
who are hired by the local truckers 
are paid $47.50 a week. The truck- 
ers operating interstate and through 





matters of financial administration outside the reach of | ruin our roads. 
congressmen necessarily ignorant of the first principles of neat Ue tence oma a bho 
y j 9 i av < 
finance and business? Perhaps it may become necessary tO | cent. decrease in freight transporta- 
place our national legislators on a basis of immediate recall, | tion by railroads and local haulers. 
instead of electing them for terms ranging from four to six | Today Case ses but 1,500 a 
years. Possibly we can find a w y i iff | in New York. as compared to 3. 
y - ) i can find a way to vest financial, tariff | tive years ago, and there have been 
and taxation legislation in a jury of experts, who will frame ‘ : es i 
j 5 to b =e ’ noticeable decreases in nearly all 
aws to be rubber stamped by our traditional lawmakers. other cities because of the over-the- 
= SS road haulers. We have to have 
A , It ‘i regulation of them if we wish to 
n Sill t rue keep railroad and other employees 
In the current issue of the English motoring magazine aay on Srelghe Waneperteen 
known as The Motor, a member of the staff comments on our| Officers elected were; President E. 
ee lighting laws to such good effect that we call it to| J. Foley; secretary-treasurer, Paul 
our readers’ attention. Barring the fa ‘itish | J: O'Neill of Newark, ane public re- 
itic h = ss & ct that our British lations director, James V. Yarnall. 
critic has given us one extra state, probably the District of ome at patentee 
Columbia, his remarks and inferences are bitingly true. We |HANDLER TAKES CHARGE 
may well ponder them: OF ROYAL BATTERY CORP. 
I have been favored with a copy of “A Diges New Brunswick, N. J., July 20.— 
: en favors gest of Motor > Se 
Vehicle Electric Lighting Laws and Regulations” applicable Sugeno Tandies has ceases of Ss 
to the United States. W ° . holdings in the Witherbee Storage 
nited States. e are at times prone to wax cynical | Battery Company and the Lyons 
about the multiplicity and complications of some of our own | Storage Battery Company and is 
regulations, now in active charge of the Royal 
What should we think if w fore us a ac 
every county in En Acar hed ‘ ame oefore Us a schedule of | wick. J. M. Saunders continues as 
ver) y ungiand, the local authorities of which had | sales manager for Royal "Battery 
different regulations about lighting-up times, distance of | Corporation. 
front lights visible ahead, color of front lights, mounting | ~~ 


Daily News is now running. 


NEW JERSEY TAXPAYERS 






TO CONTROL TRUCKING 








Battery Corporation, New Bruns-- 


Day. 


(Continued from Page 3) 


over a year ago, and anyway he 
didn’t think he would spend $1,600 
more than a Blank would cost. 

In the meantime Mrs, Owner 
drove our car over the following 
week end, thea said she still liked 
to drive the Blank because it was 
small and easy ‘o park and handle; 
in fact, the more I talked with her 
the less she would enthuse over our 
car, so I decided to deal with Mr. 
Owner, which was hard to do be- 
cause he left home promptly at 8 
a. m. for his office and refused to 
be interviewed at his office about a 
car because his employees had been 
cut in salary. So I would phone 
him about dinner time. This went 
along nearly another week and I 
was sorely tempted to turn him 
over to a Studebaker salesman for 


NEW ENGLAND COUNCIL 
MEETS IN BOSTON TO 
DISCUSS EMPLOYMENT 





Boston, July 20.—The New Eng- 
land Council begins a session here 
today. At this meeting a plan is to 
be presented which its sponsors 
claim will put 3,000,000 people on 
our national pay rolls, even on the 
basis of present business volume. 
Earnest discussion is expected to 
greet presentation of the plan. The 
meeting of the council is being held 
under the auspices of the New 
Hampshire Unmployment Relief 
Committee and the Massachusetts 
Commission on the Stabilization of 
Employment. 

The meeting is to be called the 
Joint Conference on the Flexible 
Work Day and Week. The gov- 
ernors of most of the New England 
states will be in attendance, beside 
nationally known industrialists and 
educators, The plan to be presented 
for discussion is known as the New 
Hampshire plan for re-employment. 
It has been developed by Harold M. 
Davis, an industrial engineer of 
Nashua, N. H. 


TO REVOKE PERMITS OF 
DELINQUENT TRUCK LINES 


Topeka, Kan., July 20.—Because 


they have failed to pay mileage 
taxes aggregating approximately 
$4,000, twenty-five common carrier 
truck operators have been cited by 
the Public Service Commission to 
show cause why their permits should 
not be revoked. 


height above road, distance of objects visible ahead, distance signal given before turn in feet, bust be visible, in normal 


of objects visible to side, current standard beam specification, 
full candlepower, lamps so arranged that top of beam at 
—, Or more, will not rise above road more than , and 
entire beam directed to right, unless swung to left or right, or 
extinguished. 
Spot lamps—mounting height above road, bulb candle- 
power, 
Rear lamps—color of lense, light visible to rear, nu- 
merals visible (or legible) to rear, mounted to left of axis. 
; Parking lamps—number of lights to front, number of 
lights to rear, visible from, lights not required when vehicle | ing dazzle. 
is visible, mounted left of axis, maximum bulb power. 








sunlight, color of light, etc., etc. 

But I must stop here to give you time to breathe. The 
various headings are on a table measuring thirty-three inches 
by seventeen inches, and as there are variations in most of 
the forty-nine states, the motorist desiring to travel from 
state to state must have this table with him in order to com- 
ply with the lighting laws and regulations of America. 

Other provisions relate to the number of spot lights to 
be carried and their mounting height. 
ber of states, as do regulations as to the methods of prevent- 


These vary in a num- 


I i ; Yes, I think we are better off.in regard to car lighting 
Stop signals—required where hand signals not visible, | in this compact country-—at present! ; 


A. D. N. Offers Dealers $100 for Letter 


This Newspaper Will Pay $100 for Best Letter of Month, $5 for Best Letter Each 
Read Offer Below 



























T has been decided to broaden a little the rules of the prize contest which Automotive 
: Instead of offering prizes for letters from dealers who 
are doing more business than they did last year, we now include all dealers, even though 
they may not be exceeding the profits they earned in 1931. 

Therefore, Automotive Daily News offers a monthly prize of $100 for the best letter 
from any dealer, telling how he has managed to keep his business out of the red this 
year, or giving the most constructive idea on how to increase profits, even though his own 
business may not be exceeding that of 1931. 
methods, systems or ideas that will help them get more out of this reluctant market. 
The editors of Automotive Daily News will be the judges of which letter is best, and 
prizes will be awarded by them, their judgment being final. 

Furthermore, Automotive Daily News will publish every day the best letter received 
that day and will pay the dealer writing it $5. 

Get busy, you dealers, and grab yourselves $100 or a consolation $5, by passing on to 
your fellows the recipe that is enabling you to make money in a tough year. 


Customer Had Made Up His Mind, 
Salesman Changed It 


The plan is to pass on to other dealers 





a $2,000 car, when on Saturday 
morning, May 14, at 8 o'clock, I 
called him, hoping to get some of 
the afternoon time away from his 
office. The maid said he wasn’t up 
yet and suggested I call back in 
thirty minutes, as he was not going 
to the office that day. At 8.30 I 
called back and he answered the 
phone, said he hadn't decided any- 
thing definite as yet, so I insisted 
that I have thirty to forty minutes 
of his time to explain several 
things, which I could not do over 
the phone. Then, if he still was 
undecided, I would give it up as a 
bad deal. He said he might call me 
back about 10 o’clock, which he did 
and asked me to come to his home, 
Arriving there, he informed me he 
was leaving for New York at 6 
o'clock that night; learning this, I 
decided it was now or never. He 
told me he was going alone, so I 
suggested he buy the Pierce-Arrow 
for his wife while he was away, 
which I knew would make her 
happy. He could trade in the 80 
coach, keep the Blank until fall, 
as he might again feel a need 
for it, and if he didn’t or should 
decide to sell the Blank, I agreed 
to have our firm co-operate ‘vith 
him in its sale, providing he would 
pay the salesman’s commission for 
selling it. 

My house approved the order, we 
traded in the 80 coach, he r-id 
$2,948 cash, We put his Blank and 
his 43 seven-pascenger Pierce-Ar- 
row on jacks and they are now driv- 
ing their new Model 54 brougham. 


| COMING EVENTS | 





JULY 
20-22—Liandrindod, Wales. Commercia! Oar 
how. 
AUGUST 


22-26—Denver, Col. American Chemical 
Society Convention. 

30-Sept. 1—Cleveland. S. A. E. Aircraft 
Meeting 


SEPTEMBER 


12-17—Cleveland. Machine Shop Practice 
Meeting, A. S. M. E. 

15-17—Atlantic City, N. J. American Trade 
Association Executives Annual Meet- 
ing. 

19-20—Harrisburg, Pa. Pennsylvania Auto- 
motive Association Convention. 

22-23—Chicago. Nationa) Association Motor 
Bus Operators 


OCTOBER 


7—Buffalo, N. ¥. National Metal Con- 
gress. Sponsored by American So- 
ciety for Steel Treating, with co-op- 
eration of American Soucy of 
Mechanical Engineers, Institute of 
Metals and Iron and Steel Divisions 
of American Institute of Mining and 
Metallurgical Engineers, American 
Welding Society. Wire Association. 
3- 7—Washington, D. C. Nationa) Safety 
Council Meeting 
3- 7—Buffalo, N. Y. National Meta! Ex- 
position, 174th wees Armory. 
W. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director. 
4- 6—Toronto. Transportation 
8s. A. E 


13-22—London, England. Olympia Show. 
17-22—Atlantic City, N. J. National Hard- 
ware Association, Accessories Branch. 
NOVEMBER 
14-16—Atlanta, Ga. Nationa) Tire Dealers’ 
Association 
DECEMBER 
2- 3—Chicago. National Standard Parte 


Association Convention. 
5- omner, York. Annua) Meeting A. 8S. 


“ 


Meeting, 


5-10—New York. Power and Mechanioal 
Enginereing Exposition. 

5-10—Detroit. Third Annual] Joint Trade 
Show, National Standard Parts As- 
sociation and Motor and Equipment 
Manufacturers’ Association, Conven- 
‘tion Hall. 








Sloan Lists Seven Keys 
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To Return of Prosperity 





(Continued from Page 1) 
ness will be overcome in full meas- 
ure. 

There are millions of people to- 
day who could buy, who want to 
buy, yet who are held back by an 
unreasoning fear of the future, or 
the thought that it is unpatriotic 
for them to buy when others cannot. 

Let them once understand that 
interdependence is the keynote to 
modern life; that buying means em- 
ployment, and one key log will be 
removed from the jam. 

The industrialist can well afford 
to give careful study to problems of 
job insurance. The employee who 
has faith in the security of his job 
is ready to buy. 

A third key concerns the use of 
credit. More effective utilization 
must be made of available facilities. 

Lack of confidence has restricted 
unnecessarily the productivity of 
money in the normal interchange 
between banks, manufacturers, dis- 
tributors and consumers. 

Confidence must be restored. 
There is a large reservoir for em- 
ployment which can be tapped if 
credit can be obtained by those who 
have character and worth while 
projects to advance. 

Here is a field where the press 
can play the physician’s part in 
good stead. Much has been done. 
More can be done along these lines. 

If we study the field of prices 
and costs, it is evident that the re- 
lations there must be harmonized 
if we are to effect early return. 

Most commodity prices today are 
at or below the cost of production. 

If prices cannot be raised, or costs 
lowered, then the purchasing power 
of vast groups of producers is af- 
fected, and with that, the potential 
employment which they can give to 
labor. 

One way to reduce costs is to ad- 
just all of the factors entering into 
that item. This includes costs over 
which the individual producer alone 
may have no control. 

As an example of what I mean, 
let me turn to the subject of gov- 
ernment. 

While private industry, business 
and agriculture has taken a severe 
loss in its earning power, the cost of 
government in this country is still 
being maintained largely at the 
levels of pre-depression values. 

Since taxation has become a con- 
siderable factor in the cost of pro- 
duction and the buying power of 
every individual, drastic steps must 
be taken to cut down the rates, else 
there will be nothing left for the 
taxpayer. Without reward he can- 
not be expected to incure the risks 
of employment and production, nor 
can he buy as much. 

It is not enough to say that we 
have fixed obligations which must 
be met. Every activity must be 
combed for reduction or elimination, 
and no step must be left unturned 
in bringing about a less costly as 
well as a more efficient form of 
government 

By way of illustration, may I point 
to one of the evils which we have 
inherited from the days of «nother 
age—the smaller unit of govern- 
ment. 

Take the highway field. There we 
still have the township and the 
county with all of its hybrid set of 
officials performing much as it did 
in the days before the motor vehicle. 
Self-created, self-perpetvating, of- 
ten expending taxes without direc- 
tion or plan. 

Yet, the reason for its existence 
has passed with the greater ease of 
communication and transportation 
which have come with the motor 
vehicle. 

Centralized economic and engi- 
neering control would wipe out 
planless construction, would insure 
maintenance and would give the 
taxpayer a better result at a large 
savings in tax rates. 

Other aspects of goverment from 
top to bottom can be resurveyed and 
reorganized in the light of modern 
conditions. 

Again, we have the problem of the 
form of taxation as an element in 
cost. Again, the motor vehicle 
furnishes an apt case in point. 

Today, motor vehicle owners are 
paying more than one billion two- 
hundred and sixty million dollars in 
special taes alone annually. 

Where originally the funds so 


voted were for the purpose of build- 
ing roads, they now are being di- 
verted in numerous direction. 

The economic effects are im- 
mediate, widespread and serious. 


It need hardly be pointed out that 
when a man has to pay 10 cents 
a gallon tax on gasoline, as he is 
now forced to do in some com- 
munities, or from $1,000 to $2,000 
tax per year for a tuck of 3% tons, 
as he now does on the average in 
the South and Southeast, one of 
three things must happen. 

Either he uses the vehicle less 
frequently, which penalizes him, 
penalizes the customer, penalizes 
the producer and so acts as anauto- 
matic check upon employment. or 

He pays the added costs, passes 
them on to the consumer and the 
result is a diminished buying power 
in other fields of activity, or 

He evades the tax. 

In any event, the whole delicate 
system of competion—not between 
companies in an industry, but be- 
tween competitors for the con- 
sumers’ dollar itself—isupset and 
buying trends are fixed by fiat 
rather than by the customers’ wants. 

So, first having approached the 
problem from the standpoint of 
doing away with all the taxes which 
can be done away with, our next 
step is a rational application of the 
power to tax. 

There is a definite necessity for a 
spread in the burden. Instead of the 
punitive schedul sewe have now, all 
should share as nearly equitable as 
possible. 

This principle carries with it, of 
course, avoidance of double taxation. 
Overlapping between national, state 
and local governments in their levies 
should be checked. 

Similarly in any other fields 
where arbitrary price levels have 
been maintained during the depres- 
sion such, for example, as railroad 
rates, there is definite need for a 
revision downward as one of the 
first steps to recovery. 

I say this because it is axitmatic 
that no large sectors of our popula- 
tion can be unduly punished with- 
out all feeling the reaction in de- 
creased buying power. 

With these two problems, comes 
another, and a serious one, of the 
necessity for a spread in employ- 
ment over as Many people as can 
be reached. 

In the accomplishment of this 
goal we must keep in mind the in- 
struments of research and science 
which we have released over the 
past few years. 

The very root of the success of 
American industrialism in the past 
quarter of a century has been the 
increase in the buying power of the 
masses which has enabled them to 
have the benefits which in past ages 
would have inured solely to the 
classes. 

We have attained our first objec- 
tive by introduction of labor-saving 
methods, which have reduced costs 
and still have widened the field of 
production and use. 

We shall attain the second by a 
realization of the fact that leisure 
time has become a force of major 
dimensions in modern day life along 
with toil; that men need no longer 
work as long as they had to in the 
days preceding machine develop- 
ment, 

With this is the desirability of 
making available for the masses of 
other countries of the world the 
products which mave made life so 
infinitely worth while in America in 
the past decades. 

In a period when each nation is 
striving to balance its budgets, to 
conserve its currency and to main- 
tain employment for its own, no im- 
mediate large change in the policies 
of governments may be possible. 

But social and economic require- 
ments are a growing force in world 
affairs and one which cannot be 
tampered with too long. 

The reaction which comes to 
American when policies of isolation 
gradually taper off our exports to a 
vanishing point is one of diminish- 
ing employment for domestic pur- 
poses, 

Continued, the repercussions have 
their similar effect in all other 
countries, and so there is driven 
home the unescapable fact that just 
as ease of transportation and com- 
munication has broken down county 


, cylinder engines. 





McDARBY SAYS 54% 
ALL CURRENT CHASSIS 
MODELS ARE EIGHTS 


(Continued from Page 1) 
sales of the Auburn Automobile 
Company, said: 

“These figures portray the extent 
of public acceptance of the multi- 
cylinder automobile today, but 
they do not show how rapid has 
been the growth of this acceptance 
in the last ten years. 

“When the Auburn Automobile 
Company introduced its first 
straight eight motor, in 1924, more 
than 70 per cent. of all then cur- 
rent models were powered with six 
The eights repre- 
sented less than 11 per cent. of the 
total and only a few manufacturers 
foresaw the wide recognition they 
were to gain. 

“This recognition reached its peak 
in 1931, when 61.5 per cent. of all 
chassis models were powered with 
eight cylinder engines. At that time, 
however, engineers again were look- 
ing to the future. Auburn was 
completing the first twelve cylinder 
automotive engine ever designed for 
direct competition with medium 
priced eights. 

“This step was taken because Au- 
burn officials believed the decided 
trend toward multicylinder cars 
eventually would cause the twelve to 
supersede the eightin public accept- 
ance just as the eight is supplanting 
the six. 

“Already there are signs indicat- 
ing this. The decline of the eight 
from 61.5 per cent. of the models 
in 1931 to 54.8 this year has been 
more than offset by the increase of 
the twelve from 1.28 to 8.2 per cent. 
in the same period.” 


CHEVROLET PLANS 
INTENSIVE DRIVE 
ON PACIFIC COAST 


(Continued from Page 1) 
ments in the East, Middle West and 
southern California have brought 
him high position in the automotive 
industry, took over his regional 
duties, with offices in Oakland, Cal., 
two months ago. 

“We believe that the sales poten- 
tial exists in the field,” says Packer. 
“Using this as our premise, we be- 
lieve that increased sales forces 
mean more contacts and more busi- 
ness. Every man that is out work- 
ing is one less man crying the de- 
pression dirge. 

“Because of this fact we plan to 
select one thousand men for our or- 
ganization. These men _ will be 
trained in the mechanical back- 
ground of the Chevrolet car, and wiil 
also be given an intensive sales 
course. 

“We believe we have reached the 
bottom of the depression out here. 
I am convinced there will be an up- 
ward trend from now on.” 


units, so eventually it must make 
itself felt in international affairs. 

A broader outlook which studies 
the domestic problem in the light of 
world relations is needed. 

The day is coming when the man 
in Indiana whose living is derived 
from the manufacture of goods sold 
to China, must appreciate how he 
is affected by artificial barriers in- 
terposed between himself and the 
Chinese who may want those goods. 

In treating this subject, I have 
tried to show in a general way the 
relations which exist between mo- 
tors, newspapers and jobs. 

In these modern days, the three go 
hand in hand with the production 
and distribution of all other com- 
modities here and elsewhere. 

The more quickly we can bring 
ourselves into an analysis of econ- 
omic facts, and to action based upon 
them, the more quickly we shall get 
rid of this lack of confidence which 
has beset us. 

The more readily, too, shall we 
check the poisonous growth of doles 
which, under whatever name, in 
time sap the character and the 
stamina of the recipent. 

There we shall be able to advance 
to the next step which will be one 
of equipping ourselves mentally as 
well as physically to reap the great- 
est possible advantage from the 
days ahead, when through the 
fruits of sclence we shall all have 
more time to get the most out of 
life: 4 





DE SOTO DEALERS 
IN NEW YORK STATE 
STAGE DRIVEAWAY 


New York, July 20.—With the 
Goodyear airship Resolute serving as 
escort, one of the largest automobile 
driveaways ever to leave New York 
city took to the highways this after- 
noon when 150 new De Sote sedans 
were driven away by New York state 
dealers. Including special equip- 
ment, the cars have a retail value of 
$150,000 and represent the largest 
single shipment that the De Soto 
factory at Detroit has ever made to 
any one single point. 


A luncheon gathering at the Serv- | 


ice Center Building, 125 West End 
Ave., where the driveaway started, 
preceded the event. Samuel Levey, 
president of the Borough of Man- 
hattan, was guest of the De Soto 
Motor Corporation and addressed 
the gathering on the occasion. 

Walter P. Chrysler, chairman of 
the board of the Chrysler Corpora- 
tion, and Byron C, Foy, president of 
the De Soto Corporation, were in 
attendance. G. H. V. Cairns, New 
York district manager for De Soto, 
was in charge of arrangements. 

Aside from representing the larg- 
est De Soto driveaway ever, the 
event was unusual in that all the 
cars were of one model—the stand- 
ard sedan. All have exactly the 
same equipment; all are finished in 
a special opalescent blue; all are 
equipped with radios; all have the 
new Airwheel tires, and all aze 
powered with Red Head motors. 
Each car has two trumpet-type 
chrome-plated horns, two chrome- 
plated tail-lights and special tire 
cover. 

A section of West End Avenue will 
be roped off to accommodate the 
cars. 

The Goodyear airship Resolute. 
which escorted the driveaway, is 150 
feet long and 38 feet in diameter, 
with a capacity of 112,000 cubic feet 
of helium 


STAMBAUGH RESIGNS 
AS GENERAL MOTORS’ 
DIRECTOR OF SERVICE 


(Continued from Page 1) 


dealer and owner service relations 
for years and as a result of this 
study he originated a policy, adopt- 
ed in 1928 by Oldsmobile, which was 
the first major advancement ever 
made in this field. Later this same 
policy was adopted by General Mo- 
tors and now is in universal] use. 

In 1909 he entered the automobile 
business in the service department 
of Oldsmobile. Two years later he 
entered the banking field and at 
the same time was secretary of the 
Chamber of Commerce of Lansing, 
Mich. But in 1913 he returned to 
automobile service as superintend- 
ent of service for Maxwell in the 
Kansas City area, which comprised 
nineteen states. 

Following service in the United 
States forces during the war, he 
joined the Chevrolet organization in 
charge of service in the Denver 
zone. He returned to Oldsmobile 
in 1925 and late that year was ap- 
pointed service manager, continu- 
ing in that position until his ap- 
pointment with General Motors as 
director of service two and one-half 
years ago. When the N. A. C. C. 
organized a service committee sev- 
eral months ago, Mr. Stambaugh 
was elected secretary, a position he 
now holds. 


GOVERNMENT OPERATES 
172,750 VEHICLES IN 


VARIOUS DIVISIONS 


(Continued from Page 1) 


bureaus which figure prominently 
in their use of highway equipment 
are listed in the following table: 


Passenger 
Cars Buses Trucks 


Department 
3.700 


Agriculture 900 4 








Commerce 214 1 531 
Interior 1,417 eo: 1,431 
Justice ..... ,162 1 220 
i 625 06kcenh 365 1 33 
Marine Corps .ecoceeee 95 ee 600 
SN «Sue thecsde : 2 
Treasury 2 oa 112 
TUOEIND cencocsendbnce 287 8640 440 






In the Plane You Will 
Eventually Buy” 


STINSON 


FOUR-PASSENGER CABIN PLANES 


$4,595 to $5,595 
F. 0. F., WAYNE, MICH. 


AIR CAB 
SERVICE 


A new transportation tool 
for Dealers and Distributors. 


Travel by air on your next 
trip to the factory. It’s good 
business to fly because it 
saves time. Air travel is eco- 
nomical. The Stinson plane 
will transport one, two or 
three passengers and pilot with 
baggage, comfortably, speedily 
and safely. 


Distributors can also use 
Stinson Air Cab Service to 
calf on their out-of-town deal- 
ers. A quick swing around the 
State via air will give you 
more time at home. Call the 
Stinson operator at your air- 
port—let him help lay out the 
itinerary for your next trip. 


COMBINE BUSINESS 
WITH PLEASURE 


The Stinson operator will 
teach you to fly and navigate 
the plane while you use it for 
business trips—two services 
for the cost of one. Any nor- 
mal person can fly the Stinson 
the first time a pilot takes 
him up. 


For complete information 
on low cost flight instruction 
and air taxi travel call the 
Stinson Air Cab Operator in 
your city, or write the Sec- 
retary, 


STINSON AIR CAB 
OPERATORS ASSN. 


Wayne, Michigan 





THIS EMBLEM is your pro- 
tection. Be sure it is on the 
plane you hire for air taxi 
trips and flight instruction. 
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Cc. Spark Plug Company. Flint, 
Mich 
And—Anderson Mfg. Company. Cambridge, 


Mass. 
Aut—Electric Auto-Lite Co 




















ie wetiqnel Lead Battery Co.., 


Oak—Oakes Products Corp.. Chicago, 
P—Phaeton 


St. Paul, | 
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CATERPILLAR TRACTOR 
Peoria, UL, Jury 20.—Caterpillar 
































































decided to transfer $3,000,000 to gen- 
eral reserve. For the year ended the 
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Buick 32-80 ac —|AC Oak | AC Cas {LOF — | DR-i —| BW | yes | Yes |No —| — |No Yes} K-H Wo| Del-RC 
Buick 32-90 ac —/jac Oak | AC DR ao Cas $LOF — | DR-1 —| BW | Yes | Yes |No  —{| — |No_ Y¥es| K-H Wo| And Del-RC 
Cadillac 355B | AC Jag l AC DR | AC DR | AC Cas | LOF —|DR-2 Yes| No | Yes | Yes |No TS| — | Yes Yes} K-H Wi | And Del-RO 
Cadillac 370B = || AC ~~ = DR | AC DR | AC Cas | LOP — | DR-2 Yes | No ves | Yes | No TS| — | Yes Yes{| K-H Wi! And Del-RO 
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MW—Motor Wheel Corp.. Lansing, Mich $4,112,723, from which, in order to BETHLEHEM STEEL 
KEY T0 ABBREVIATIONS “ter. N.Y ae Sogn Sap. Ree | F INANCIAL } NEWS conserve cash resources, directors} Boston, July 20.—Current opera- 


tions of the Bethlehem Steel Cor- 


| poration are running at 12 per cent. 


of capacity, with no improvement 


Toledo. O ; like date, 1930, profit was $6,529,905 
B—Brougham vor rod Obite Company, Indianapolis.| Tractor for six months to June 30] perore euiiek of $1,946,640 pre-| immediately in sight, according to 
BS-—-Briggs-Stratton Co.. Milwaukee, Wis.| RC—Ride Control reports net loss at $419,945 after de- 


BW--Borg Warner Corp 

Borg—Geo W. Borg Corp 
C--Custom Models 

CCC--Convertible Custom Coupe. 
Co—Coupe. 

CS—Convertible Sedan 
CSV—Convertible Sedan and Victoria 
CV —Convertible Victoria 


Day—Dayton Wire Wheel Corp 
Del—Delco Products Corp., Dayton, Ohio. 
DUP—Duplate Corp., Pittsburg, Pa. 
EA--E. A. Laboratories, Brooklyn, N. Y. 





| 8S—Sedan 


Sch—Schwarze Electric Co.. Adrian, Mich. 

SHG—Synchronized Herringbone Gear. 
Sp—Speedsters. 

SR—Sport Roadster 

SU—Suburban 

SW—Sparks 
Mich. 

| Sha—Shaler Lock Co 


Withington Co.. Jackson 


Milwaukee, Wis. 


wo Warner Gear Co., Muncie, Ind. 


Wal—Waltham Watch Co.. Waltham, ass 
Wi—Wire 7 


Wil—Willard Storage Battery Co.., 





preciation, interest and taxes. This 
compares with net profit of $1,446,- 
475, equal to 77 cents a share on 
1,882,240 no-par shares of stock in 
the first half of 1931. Net sales for 
the first six months this year were 





CHECKER CAB 
New York, July 20.—The securities 


mium paid on purchase of prefer- 
ence shares of Eagle Oil Transport, 
Ltd., written off, and $1,000,000 re- 
serve against investment in and loan 
to Arend Petroleum Maatschappij. 


J. G. BRILL 


1932. 


FAILURES 


E. G. Grace, president, who attend- 
ed the launching of a new Matson 
liner at the Bethlehem Shipbuilding 
Corporation plant in Quincy. 


AMERICAN MACHINE 


CAB—Caseo Products Corp.. Bridgeport, | Se—stowart Warner Speedometer Corp.. | $7,767,303, against $16,857,050 in the Philadelphia, July 20—J. G. Brill; New York, July 20.—American 

So la ine Plug Co., Toledo, O. Ster-Sterling Clock Co., La Salle, Ill. ee — June = ato pe omitted the dividend on the 7 per| Machine and Foundry, dividend on 
' | own Sedan 353, after char axes, an 

"hea ie — oo vat Te armas Clock Co., N.Y. City sales for ede $1 an 979, \cent. preferred stock now due. The} which was reduced at the last meet- 

DR—Deleco Remy Corp., Anderson, Ind. | Y. Battery Corp., Niagara — ees" —\ company paid $1.25 a share May 1,/ing of directors from $1.40 to 80 


sell “ex” 20 
Payment will 


cents annually, will 
cents a share today. 
be made August 1. 


Ele—Mitchell Specialty Co. Hoimesburg.| land, O Cleve-| market on the New York Produce Now Werk, July 30—For the seo- eae 
Elgin Elgin Watch Co., Elgin, M Yate. Yale d y Exchange has admitted to trading | iti k>~ Bradstreet’s } o :s 
Ex—Electric Storage Battery Co., Phila-| fora ee Towne ond consecutive week; radstre TOLMAN INCORP®®ATES 


delphia, Pa | 


ford, Conn 


Mfg. Co., Stam-| Checker Cab Manufacturing Com- 


"Various makes any capital stock, $5 per value,| index of failures has registered a New Haven, Conn., July 20.—The 

Gab—Gabriel ‘Company. Cleveland. O. “*M Pp ° es ‘ , : ‘ ‘ 
Her—Hershey Mfg. Co.. Chicago, I ton Wire Wheels” oes Day-| w. i., it was announced yesterday. rise. For the week ended - 14}Tolman Motors Corporation has 
ou—Houde Engineering Corp.. Buffalo.| ***Using USL and DR batteries. —_—— the number of failures was 20.4 per | been organized here with headquar- 
Hurd—Hurd Lock Co.. Almont, Mich. | {Clue Beraghnt, Duplate Safety, Glass. CARAOESS SASS SP [cenk. caaee Cham Gb Seeeens SOS.) tes oh SOS eee oe Ole 
KH Kelsey gue Company. N.Y. City cine and Convertible Sedans Toronto, July 20.—Canadian Eagle} from 505 to 608, but this was less} man is presiednt and treasurer and 

ayes ee orp. sOptional. j . - i . i 

K-S--King Seeley Corp, Ann Arbor, Mich. | §§Sport Sedan, Sport Coupe and Sport Oil reports for the year ended De- | than the normally expected increase. | Ruel C. Tolman, secretary. Directors 


LGS-—LGS Corp 

LOF —Libbey- on ens-Ford Glass Company, 
Toledo, O. 

Mon--Monroe Auto Equipment Mfg. Co., 
Monroe, Mich. 

Mot-M—Moto Meter Gauge and Equipment 
Corp. L. L. City, N. Y. 


Convertible Coupe. 
SExtra equipment at additional cost. 
‘Wood or wire wheels optional 
tDisk, Wire or Wood optional. 
*“oPhaeton, Roadster and Business Roadster 
Seven Sedan, Limousine, Pirate Tourin 
and Pirate Phaeton 


cember 31, 1931, profit of $1,228,594 
(Canadian currency) after deduct- 
ing loss on oil trading. This, with 
the amount brought forward from 


*\ the. previous year, made a total of 


The index declined to 161.3 per cent. 
of the 1928-30 average, compared 
with 167.2 last week, 168.6 two weeks 
ago and 118.8 for the corresponding 
week a year ago. 


include the two officers and Judson 
K. Dow. The concern formerly 
operated as Cowles Tolman & Sons, 
Inc., with Franklin and De Vaux 
franchises, ° 


SS 


AUTOMOTIVE DAILY NEWS, THURSDAY, JULY 21, 1932 


Production -- Engineering -- Factory 
Driver Traming for Efficiency” 


By E. C. WOODS, 
Superintendent of Transport, San Francisco Division, Pacifie 
Gas and Electric Co. 

All drivers should have somewhat more than a super- 
ficial knowledge of the mechanics of their units, and should 
be competent to care for minor and roadside repairs. The 
more competent the operators are mechanically, the better 
service they will get from their vehicles, and this, in turn, 
will reduce operating costs materially. 


We have always believed that@——— 


there is a tendency on the part of inate the chaotic status of lubrica- 


some employers to minimize the re- 
sponsibilities which these men carry 
and to fail to appreciate the really 
tremendous potential possibilities of 
damage which the man at the wheel 
of a truck carries with him. A 
heavy-duty truck laden to capacity 
has a gross weight of anywhere from 
ten to twelve tons, and such a unit 
is a literal juggernaut of death un- 
less properly handled and controlled. 
As a consequence, the responsibili- 
ties which the driver of a heavy- 
duty truck carries are very real, and 
are something which he himself 
must appreciate and which the 
management also should appreciate. 

As regards their physical condi- 
tion, some companies go so far as to 
have all prospective motor vehicle 
operators examined by a competent 
physician to determine if their eye- 
sight, hearing and heart action are 
all right. This physician’s exami- 
nation may seem unnecessary to 
some, but on the other hand, it is 
easy to picture what an accident 
could occur if an operator’s vision 
was badly impaired or if the opera- 
tor was to have an attack of heart 
failure while at the wheel of his 
vehicle. 

Another point to be remembered 
in choosing truck drivers is that, 
from the minute the driver leaves 
his headquarters with his load, he is 
to all practical purposes a non- 
supervised employee. In addition, 
if incompetent or improperly in- 
structed drivers are put on the road 
and have frequent road breakdowns 
which they are unable to handle, 
there is always the attendant loss of 
time and money to the companies, 
and again contributing to high 
maintenance. In selecting and 
training engineers, the railroads of 
the United States always stress the 
point that the engineer is the sole 
custodian of thousands of dollars’ 
worth of equipment and of numer- 
ous lives, and we believe this point 
should be realized among motor 
vehicle operators. 

SERVICING 

The consensus of opinion of the 
fleet operators is the demand for as 
few places to lubricate as possible. 
The accesibility of lubricating 
points. 

No definite recommendation is 
made as to whether chassis should 
be greased or oiled, but recommend 
that this problem be studied by the 
M. & O. Committee of the Society, 
giving consideration to pressure lu- 
brication, individual magazine lubri- 
cation and to central station or so- 
called one-shot lubrication, at the 
same time, considering also the re- 
quired clearances for the working 
parts under each system. If this is 
done it will eliminate the necessity 
for a lot of so-called special greases 
and make it possible to lubricate 
chassis with not more than three 
kinds of oils or greases. 

This may seem like an impossible 
task at present, but it is very simi- 
lar to a _ situation that existed 
several years ago with reference to 
the different kinds and grades of 
gasoline that were on the market. 
While there may be several brands 
of gasoline, it is possible to con- 
fine fuel requirements to two grades 
that will work satisfactorily in prac- 
tically all of the modern engines 
with fairly uniform results. If it is 
possible to purchase gasoline, using 
a definite specification, without re- 
sorting to a flock of qualifying 
statements, why not apply the same 
engineering thought to the selec- 
tion of a lubricant for the chassis, 
including transmission and axle, and 
develop a standard that will elim- 


*This paper was presented at the recent 
section meeting of the 8. A. E. in San 
Francisco, 





tion that exists today? 

Some operators carry on their 
servicing schedule in conjunction 
with their inspection system. That 
is, the service man is required to 
check up the chassis, such as wheel 
inspection, brake hangers, rods, 
joints, loose spindles, bodies, broken 
springs and shackle bolts, and steer- 
ing assemblies. In some instances 
it is his duty to do the necessary 
mechanical work in this respect. 
They all report the importance of 
intelligent positive system chassis 
lubrication. Some operators report 
that service in conjunction with in- 
spection has prevented accidents, 
such as loose wheels and loose steer- 
ing assemblies that would have re- 
sulted in personal damage. 

The number of cars serviced per 
man enters into the situation that 
has just been outlined, that is, the 
definition of servicing. Operators 
report that since they have installed 
various high-pressure lubricating 
systems, lifts, ramps, ete. their 
greasing costs have decreased due 
to the fact that they have been able 
to service considerably more units 
with the same man power. 

Pressure systems have been de- 
signed to make greasing a simple 
operation and labor-saving devices 
have reduced the time required, as 
well] as on parts. Servicing and 
washing schedules are based on the 
kind of work the vehicles are doing; 
for instance a package delivery ve- 
hicle would not require the servicing 
and washing that a dump truck 
would require. Fleet operators re- 
port using various types of equip- 
ment for washing, such as the steam 
method and the high-pressure water 
method; one operator reports that 
he has a high-pressure water unit 
installed on a four-wheel trailer, 
which is driven to the outlying ga- 
rages, where a special crew washes 
the equipment on regular schedule. 
This obviates the necessity of in- 
stalling this equipment at each one 
of the separate garages. Some oper- 


late and soap emulsion that does a | equipment. 
| makes. 


wash and polish job combined.) 


| 


ators report it is not worth while | stituting a serious 
to spend money on polishing cars. | fleet operator in many cases is op- 
(Use a material made up of distil- | erating a considerable amount of 


LATHE, MILLER, SHAPER 
AND DRILL 


| OIL PURIFIER 


The Youngstown Steel Car Cor- | 


H. A. Weaver is announcing a/| poration of Niles, O. is offering a 


machine claimed to combine the 
functions of high speed geared head 
engine lathe, milling machine, 
Shaper and drill press for holes up 
to 1% inches. 


Each machine may be used sep- 
arately or the miller, lathe and drill 
press or the shaper, lathe and drill 
press may be operated together. 

The lathe has a gap bed with 
ground ways giving a 20%-inch 
swing over the shears. Provision is 
made for six different turning 
speeds. The milling machine has a 
2554-inch longitudinal table travel. 
It has seven continues feeds, all au- 
tomatic. The shaper has a 97-inch 
Stroke and gives a working range 
of 15%, inches. The shaper and 
milling machine have a common 
table size of 37% by 85% inches. 


KEYSTONE READY WITH 
FORD V-8 REAMERS 


Keystone Reamer & Tool Co. has 
ready reamers for the new Fords, 
four and V-8. Valve stem, ring bolt 
and valve seat reamers are identical 
in size for both cars. 


and 1.872 connecting rod 
The V-8 piston pin reamer size is 
.750 and that of the connecting rod 
is 27-32. 


EX-CELLO CATALOG 

The Excello Aircraft & Tool Com- 
pany is putting out a new Conti- 
nental interchangeable counterbore 
catalog, CT-132. 

This catalog features all types of 
interchangeable counterbores, core 
drills, inverted spot facers and spe- 
cial tools. The cutters furnished 
with the counterbores are of the 
conventional type. In addition to 
the standard cutters, inserted blade 
cutters and tungsten carbide tipped 
blade cutters are shown for use on 
Special production jobs. 


washed. Others make their sched- 
ules dependent on conditions, such 
as the type of work and appear- 
ances. 

In the fleet operator’s shop the 
flat rate system has had its effect 
in this way: 
compelled tocompare his shopcosts 
with that of the flat rate which 
has been inaugurated by the fac- 
tory in its various service depart- 
ments. This has resulted in con- 
problem. The 


various 
naturally 


and it is of 


His shop force 


Servicing is controlled by opera-|has to be educated to maintain. 


tors by various methods such 45 /| repair 


the card system or visible black- 
boards which show up a date when 
the vehicle should be serviced and 


and service these various 


types. 


(Te be continued) 


New Low-Priced Vulcanizer 


. 
' 


THE NEW HEINTZ single 


clamp tube vulcanizer recently described 


in this department 


the fleet operator is | 


new two-gallon ofl purifier which is | 
recommended for use by owners of | 


small fiects. The operator using one 
or twe barrels of oil in a month 
will find this suited to his needs. 


The manufacturer states that the 
purifier is practically automatic in 
operation, two gallons being poured 
into the heating chamber and the 
switch turned on. A single switch 
controls the heating element, agi- 
tating mechanism and induction 
fan, which draws off the vapors 
and passes them through a con- 
denser. No attention is required un- 
til a signal lamp lights up to indi- 
cate that the proper temperature 
has been reached, when a thermo- 
stat shuts off the heating element. 
Ordinarily the complete process re- 
quires one and three-quarters hours. 

The operator next moves a lever 
which starts a pump and races the 
oil through a filter press, complet- 
ing the removal of all carbon, 
sludge, metal particles, and restor- 
ing the original properties of the 





Ford fours | 
calls for a 1,002 piston pin reamer | 
reamer., | 





| same 
| itself, the rubber workers propagate 


oil, including color. The cycle is 
repeated by pouring more oil in the 
tank. 


FLORIDA VINE SHOWS 
HIGH RUBBER CONTENT 


A hybrid rubber vine which yields 
|twice as much rubber as either of 
its parents has been produced by 
the United States Department ol 
Agriculture near Miami, Fla. It is 
a cross between two plants, both 
native to Madagascar, one long 
grown in Florida as an ornamental 
and the other naturalized in many 
places in Mexico and the West In- 
dies. 

The planting of Madagascar rub- 
ber vines as ornamentals is spread- 
ing rapidly in Florida, Arizona and 
Southern California. 

The new hybrid rubber vine 
showed a rubber content between 4 
and 5 per cent. in monthly periods 
of analysis, reaching nearly 7 per 
cent. in some cases. The vines of 
the parent species seldom jyiela 
more than 3 per cent. 

Because the seed of the hybrid 
does not run true and produce the 
type of plant as the hybrid 


new plants by cuttings. The vine 
is a perennial and once planted a 
regular production of rubber might 
be practicable. Propagation meth- 
ods are being studied to increase 
the supply of hybrid material, but 
none is available for distribution at 
present 

The department also experi- 
menting with desert plants which 
grow in southern Arizona and Cali- 
tornia and with show prospects for 
rubber production. The most prom- 
ising is a native milkweed that 


is 


|could be grown in large quantities 


in the desert districts, in the event 
that a domestic production of rub- 
ber became necessary. 


HEYER PRODUCTS CO. 
IN EXPANSION PROGRAM 


Bloomfield, N. J., July 20.—Heyer 


| Products Co., Inc., for four years at 


| engaged 


197 Grove St., Bloomfield, is mov- 


ing to larger quarters at 740 Wash- | 


ington Ave., Belleville. The prop- 


erty has 30,000 square feet factory | 


space and ample office and show- 
room quarters. The 
Avenue premises originally had 
been erected for the Kelsey Motor 
Car Company now defunct. 

The Heyer concern manufac- 
tures battery charging and testing 
equipment for automobile service 
station. 

This concern has a crew of ren 
in setting up machinery 
for operations in the _ Belleville 
plant, which are expected to be in 
full sway August 1 


SAFETY SERVICE ELECTS 

Bridgeport, Conn., July 20.—W. B. 
Spencer has been elected president 
and treasurer of Safety Service, 
Inc., newly formed distributing cor- 
poration for Raybestos-Manhattan, 
Inc. Robert B. Davis is vice-presi- 
dent and K. S. Foster, secretary. 
Paid in capital totals $12,000. 


Washington | 


| Automobile Scrap Used 
By Steel Wire Industry 


Worcester, Mass., July 20.—Con- 
siderable scrap metal obtained from 
junked automobiles is being utilized 
for the manufacture of steel wire 
by the open hearth process. The 
low price at which this material can 
be bought in the present state of 
the market furnished an inducement 
to manufacturers to avail themselves 
of more than the usual amount of 
this material. The American Steel 
& Wire Company at its Worcester 
mills is buying from Springfield and 
other centers in New Engiand lim- 


ited quantities of this scrap. 

The knowledge that this kind .of 
material is being employed success- 
fully in this manner has raised the 
question whether this may not hold 
a solution for the problem pro- 
pounded by the unsightly automo- 
bile junk yards and roadside “ceme- 
teries” that disfigure many local- 
ities. It appears, however, that 
this disposition, desirable as_ it 
seems, and entirely practical within 
certain limits, is attended with dis- 
advantages not easily overcome 

Utilization of automobile scrap for 
the manufacture of carbon steel 
wire requires that parts containing 
lead, vanadium, chromium, tung- 
sten, molybdenum and certain other 
alloys be rejected. The very qual- 
ities most desired for automobile 
manufacture, like the hardness of 
chrome steel, may render it un- 
usable by the wire manufacturer be- 
cause of its inelastic or brittle na- 
ture or Other characteristic. While 
to a limited extent such unfit alloys 
can be eliminated in processing, the 
requirement in the main must be 
met, it seems, before the material 
goes to the furnaces. This involves 
an element of labor cost that must 
be taken into account by the wreck- 
ing establishments 

At present the market price of 
automobile scrap is said to be only 
$4 a ton. and this reduced to 
| $1.50 to $2 a ton by the work in- 
} volved in reclaiming the material in 
the junk yards. This does not al- 
low much profit and may account 
for the fact that no large quantity 
of this class of material is being 
disposed of in this manner. Should 
the price advance to $6 or more a 
ton, the wire mills would be more 
inclined to buy other’ material, 
deemed most desirable for their 
purposes in preference to this. ‘Bo 
| the conditions either way seem to 
| weigh against the automobile 
wrecker 
The traffic has sufficient possi- 
bilities in it, however, to make it a 
subject of continued study and in- 
vestigation. It is understood that 
the Ford organizaiion has given and 
| is Still giving searching attention 
|to the problem. The treating and 
| processing of metals has undergone 
}such remarkable changes and so 
much advance has been made in the 
| utilizing of waste matter of vari- 
| ous kinds for profit, that it is be- 
| lieved some means may be devised 
to reclaim automobile wreckage in 
| 8reater quantities and with a dis- 
patch that will largely remove the 
accumulations that now constitute 
an eyesore in many places. 


SINGLE UNITS IGNITION 
SYSTEM 


The Wells Manufacturing Com- 
| pany, Fond du Lac, Wis., is putting 
; Out an ignition system which has in 
}One compact unit an ignition cor}, 
| high-tension switch, magnetic in- 
terrupter, high voltage condenser 
| and ammeter for use on motor 
| buses or trucks, which can be in- 
; Stantly cut in if the regular ignition 
system fails. This unit, it is stated, 
}in no way interferes with the func- 
| tioning of the regular ignition SVS- 
| tem, 

It is claimed that the work of. in- 
Stalling this system takes but a few 
| Minutes. Four wires are connected, 
fone to the battery, one to the 
| ground, a secondary wire from the 
| coils of the regular ignition system 
to the secondary post or the auxil- 
iary system and a connection from 
the auxiliary system to the center 
terminal of the distributor cap. 
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Advertiser: Heinz Spaghetti 

Agency: Maxon, Inc. 

Space: 34 page Black and White 

Reader Interest: 57% better than 
average page 


Advertiser: Pillsbury s Flour 

Agency: Dollenmayer Adv. Agency, Inc, 
Space: Back Cover 

Reader Interest: 74% better than average page 
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Advertiser: Camel 

Agency: Erwin, Wasey & Co. 

Space: Back Cover 

Reader Interest: 174% better than average 


page 


‘Heinz double column in 
Liberty competes with 
covers and color 


for “Best Read” honors... 


HEN a man 
premium for a_ back 
cover, he's entitled to pre- 
mium attention value. But 
when he gets such attention 
without paying for it, then 
he's entitled to brag to his 
Board ot Directors! 
The Heinz ad reproduced 
at the top of this page not 
only was NOT a back cover; 


pays a 


it was not even a color page; 
nor even a& page. 

Yet it earned the attention 
of §7% more persons than 
the average full page ad in 
all the big weeklies (issues 
of July 9) which puts it 


for all Fiction and 
Feature Articles in 
Liberty 
Colliers 
S.E. Post 


Men and Women 
Comoned 


LIBERTY 
Averages / 
é 


’ 
Corr 


second Weekly 
& _ 
Third Weck! aya 
Jf 


Therd Weekly 


Issues of July 9 th 


cmmemes FEATURE ARTICLES 
meeee FICTION 


Percentages based 00 readers 
NO. EDITORIAL ITEMS 





pretty much in the class 
heretofore appropriated by 
bigger spenders. 

It may be signincant tnat 
the Heinz rating was won 1n 
Liberty—where, week after 
week /ast summer, ten con- 
secutive wecks rhis summer, 
all advertising pages were 
found to have stopped from 
24% to 64% more persons 
than in other weeklies. 

Every magazine carries 
highly rated ads prepared by 
highly rated copywriters— 
but it takes a highly rated 
space buyer to make them do 
their best in times like these. 






READER INTEREST 
RANGE 


For all page ads in 
Liberty 
Collier's 

Sat. Eve. Post 

Issues of July 9 th 


(shan ad Women Combvoed } Average fus 
Ads in 
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Average for Ads in Second Weekly 
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Percentages based on circulation 
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| The average of a//] page 
ads in Liberty stopped: 
This week ( July 9 issues) 


10% more persons than in 
second weekly 


68% more persons than in 
third weekly 
Ten weeks (to date) 
24% more persons than in 
second weekly 
64% more ene than in 
| 


third weekly 





How to Study These 
‘Best Read Ads’”’ 


DVERTISING men everywhere are 
writing us about these ‘‘best read ads.”" 
Some tell us what they are learning about 
the things that make people notice an ad- 
vertisement. Orhers ask us how to go about 
drawing conclusions, For the guidance of 
both, the following thoughts are offered: 

1. Do not attempt to generalize from an 
individual advertisement. Remember that 
each advertisement represents a sample of 
50 interviews (although thorough inter- 
views) in a single city where conditions 
that week may not have been necessarily 
typical for the country at large. 

2. Study each individual advertisement 
only in relation to all the earlier published 
advertisements and subsequent ones. At- 
tempt to identify the characteristics which, 
W hile not necessarily found in @//, repeat 
more often than not. (One such character- 
istic is already generally agreed to be the 
back cover position, heretofore largely 
supported only by the tobacco advertisers. 
Another such characteristic now readily ap- 
parent after 16 weeks of comparisons, is 
that advertisements in Liberty generally 
enjoy 24% greater reader interest than in 
the second weekly, 64% more than in the 
third.) 

3. Consider that the final answer to the 
utility of these examples must exist in 
whether or not any pom significant charac- 
teristics may be periodically discerned. 
Lacking these, the most theoretically elab- 
orate checking scheme is worthless. Enough 
creative-minded advertising men, however, 
tell us that their studies of the ‘‘best read 
ads’’ and of their own ads have been suffi- 
ciently productive of conclusions, other 
than those relating to position and choice 
of magazine, to warrant our preparation of 
scores of ‘‘reader interest rating cards’’ for 
them every week. (If you have not yet re- 

uested your own card, you are invited to 
S so without obligation. Address Liberty, 
Research Department, 420 Lexington Ave- 
nue, New York City.) 








Advertiser: Texaco Gasoline 

Agency: Hanff-Metzger, Inc. 

Space: Four Color Second Cover 

Reader Interest: 78% better than average page 





Advertiser: Campbell's Soup 

Agency: F. Wallis Armstrong Co. 

Space: Four Color page 

Reader Interest: 57% better than average page 
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Advertiser: Camel 


Agency: Erwin, Wasey & Co. 

Space: Back Cover 

Reader Interest: 152% better than average 
page 


Best Read Editorial 
Contents Prerequisite to 
Best Read Ads 


Average Fiction Story In Liberty 











Per Cent Better Per Cent Better 
Read ThanIn Read Than In 
Second Weekly Third Weekly 


Week of 

July 9th 21% 29% 

Averagetodate 5% 30% 
(10 weeks) 


Average Feature Article in Liberty 


Week of 

July 9th 110% 62% 

Average to date 84% 67% 
(10 weeks) 





Ads remembered by greatest 
number of 150 readers of 


; * 
* 
Liber Cy. . . America’s BEST READ Weekly bec Wh oe 
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